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Analysis of Carlypso Car Sales Company
Introduction
    	Carlypso is a car sales company based in San Francisco. The company was founded by   Christopher Coleman and Nicholas Hinrichsen from a very humble beginning. The innovativeness of these two in making a monitoring device that could be fitted in cars for easy monitoring to an extent that a car seller could leave the keys of the car at an agreed place with the potential buyer and let the buyer have a test drive on their own made a great impact in the industry. They also managed to bring in new brokerage techniques that were favorable to the buyer and the seller. Their activities in the industry have led to their success in business. This consulting report aims at analyzing the company under different criteria.
Question 1
Lean Canvas Model for Carlypso Car Sales Company 
	Key partners

Christopher Coleman and Nicholas Hinrichsen
Professor Andy Rachleff - he gave  Chris and Hinrichsen a starting capital of $50,000
Y combinatory- a major sponsor of the company 
Private investors
	key activities

buying cars
car sales brokerage 
selling cars
Repairing ill shaped cars and selling them at a profit.
	value propositions
 The initial capital was $50,000 but with time the company’s value has increased as it has made a lot of profits (which have not been indicated) with the numerous successful sales. 
It can now afford to buy cars for resale.
	Customer relationships
Perfect relationships between the company and all its clients. 
Sellers trust the company with their cars and money.
Buyers have faith in the frankness of the company as the company trusts them with unaccompanied test drives.
The company supports the existence of good relations between the seller and the buyer.
	Customer segments
It is up to the customer to ensure that they complete their part of the deal for example the seller availing the car for all the company procedures and the buyer paying for the car they identify.
The customers have to comply to the company’s business policy.

	
	
	
	
	

	
	key resources
relatively low starting capital
few members of staff-  engineer and sales person
a working yard 

	
	Channels
The company and the customers maintain their relations via calls and through the internet.


 
	

	Cost structure
Premises rent 
Employees
Taxes
Current expenditure.

	Revenue streams
Profits
commissions


Question 2
Customer Development   
          Carlypso car sales firm acts as an intermediary between buyers and sellers. It has to interact with both the seller of the car and the interested buyer. The process of finding both parties is never a simple job as the car sales industry has many other avenues via which business can be conducted such as independent dealership, franchise form of dealership and peer to peer sales. However, with the invention of this new idea, the firm brought changes in the industry and being a pioneer, it experienced challenges especially in acquiring clients.
              To get a seller, the company markets its services to car owners who may seem to be interested in selling their cars. The first sellers the founders of the company got were their classmates who needed to dispose their cars after school.  Thereafter, the process of getting sellers at first seemed difficult as some would not agree to the idea that their cars be fitted with the GPS device and have buyers go for drive tests alone. However, with time, more sellers came seeking for the firm’s services since they would have their cars sold within two to four weeks. 
                However, having a buyer especially for a new firm could be difficult but with the correct marketing strategies, the firm could reach the potential buyers who could eventually buy the cars. The process of getting buyers was made difficult by the high prices the cars were sold at and also being a new enterprise in the industry, some had trust issues and could not purchase the cars from the firm as they preferred peer to peer transactions especially the first time buyers. All these factors contributed to making it more difficult to get buyers of the cars than getting the sellers. 
        In future, it could be easier if the firm initiates events that bring the buyers and the sellers together on a common ground. For instance, the company could host car bazaars whereby sellers would bring in their cars on the set date when the buyers too could come to the market to choose. This would present them with a variety and most likely raise the chances of them buying the car under the firm’s initiative. In such a scenario the firm may get revenues from charging a certain amount for each car brought by the seller and further charges of commission for every successful sale at the event. To ensure that it makes a lot out of such an event, the firm may decide to ask the sellers to avail the cars and leave them and their documentation with the firm. This move would ensure that all the sales are made by the firm.
Question 3
Analysis of Exhibit 2
          Exhibit 2 is all about descriptions in form of animations and brief worded details of how business is conducted at the firm. The cover is attractive and persuasive to a seller on how they are likely to walk away with money from the firm as if they did a trade in yet it is a personalized selling. The acknowledgement that selling used cars can be tough yet it can be eased by the company further persuades car sellers to trust the firm with the sale of their cars.
       The justification for trade in as a simplified method of disposing a car and getting instant money from it is another persuasive skill used by the firm. They cite that the trade ins save the seller from the stress and pressure of; advertising,  pricing and  time wasting with stubborn brokers and buyers who quote low prices yet they never buy the cars.
         Exhibit 2 summarizes the services the company offers to the sellers which include; conducting quality inspection, photographing for marketing purposes, valuating and pricing as per the existing market situation and  listing the car to a pool of  potential buyers. After getting a willing buyer, the company eases the test drive by fitting the car with a chip and allowing the buyer to have a solo test drive and if satisfied, making the payments as the company completes all the paperwork for the client before calling the seller to inform them of the successful sale of their car. 
        This exhibit is a simplified informative and persuasive form of advertising as it is clearly presented with pictures and short, precise convincing messages to the car sellers. The exhibit is attractive and could easily beckon a seller to agreeing to sell their car through the company. However, in future it needs editing to ensure that it minimizes repetition and also the pictures used could be refined to a more executive format. It could also be easier if it was made as a short video by creating slideshows. Another exhibit that persuades the buyer could also be made.  
Question 4
Expansion procedures
        Carlypso is based in” Bay Area” of San Jose-San Francisco and does not have any branches. With the growth that it has undergone, there might be need for expansion.  But before the expansion, certain factors must be put into consideration.
       First it is the customer base for the company. It might be the car sales business does best in this area. It might be a central location where the sellers and buyers converge from all over and therefore it wouldn’t be reasonable to establish branches elsewhere. Secondly, it Is the actual need for expansion. There need for expansion could be brought about by the fact there is a higher inflow of potential buyers to the site that the inflow of sellers. The firm could expand in order to accommodate more cars to meet the demand.
     Also, there is need to evaluate the firm’s potential of expansion. If the resources in terms of finances, premises, staffing and management can accommodate the expansion, then it would be okay to expand. There is also need to evaluate whether the firm can manage to initiate and sustain the expansion. If it can then it would be okay to expand.
      In case the expansion is to be realized there is need for a clear guideline to follow in doing so. The company may consider following certain steps in the expansion program. First, it should ensure it conducts a proper needs assessment to ensure that it is indeed appropriate to expand. It may do so by identifying the main agenda for the expansion and also evaluating the viability of the expansion in order to establish in advance the expected outcomes of the expansion and whether it could work. The firm may have consultations with key stakeholders about the need for expansion. The stakeholders may include, but not limited to, the management, financiers, clients and also business management consultants. If after the consultations the firm feels it should expand then it should acquire all the resources required for expansion which include; expansion capital, premises and human resource. After the acquisition of the necessary resources, the company may now implement the expansion program which should be evaluated always to ensure it meets its objectives.
Conclusion
        From all the above, it is evident that the company is on the right track of progress. Having innovative and creative pioneers who find opportunities in every market niche, the company has managed to come up with new ideas in the car sales industry thereby boosting its sales. The company has also had the input of willing investors for example the Y combinatory who have provided the motivation and funds for the company. The recommendations in this paper could also help the company grow in one way or another if implemented in the right manner. Carlypso is indeed an ultimate game changer in the car sales industry.

